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MESSAGE  FROM  THE  MINISTER 


Trade  means  the  world  to  Alberta.  Our  ability  to  diversify  and  stabilize  our  economy, 
to  create  jobs,  and  to  improve  our  standard  of  living  —  all  rest  on  the  ability  of  Alberta 
companies  to  increase  their  exports. 

Over  the  past  years,  they  have  done  just  that.  In  1988,  Alberta  businesses  exported 
$14  billion  in  goods  and  services.  International  trade  accounted  for  more  than  20  per 
cent  of  Alberta's  Gross  Domestic  Product  and  helped  to  accelerate  the  drive  toward 
economic  diversification.  Indeed,  over  250,000  jobs  in  Alberta  in  some  way  depend 


Today,  even  greater  achievements  are  within  our  reach,  as  Alberta  has  entered  a  new  era 
in  international  trade.  An  increasingly  diversified  economy  has  given  rise  to  a  broader 
range  of  exportable  products  and  services.  Promising  new  opportunities  have  opened  up 
in  the  United  States  and  in  south-east  Asia  —  Alberta's  fastest-growing  market.  Stronger 
trade  ties  have  been  developed  in  Europe,  the  Middle  East,  Latin  America  and  Africa. 
Tremendous  opportunities  exist  for  both  long-established  exporters  and  companies 
planning  to  enter  the  global  marketplace  for  the  first  time. 

To  better  assist  Alberta's  energetic  and  entrepreneurial  business  community  in  achieving 
their  full  potential  in  this  dynamic  marketplace.  Alberta  Economic  Development  and 
Trade  has  launched  the  "Targetting  Tomorrow"  program.  This  initiative  puts  a 
comprehensive  package  of  new  and  expanded  business  programs  into  the  hands  of 
Alberta  exporters.  Backing  the  considerable  talents  of  Alberta  business  with  the 
resources  within  the  department,  these  programs  and  services  will  help  exporters 
identify  priority  areas,  concentrate  their  efforts  in  areas  where  they  have  the  strongest 
advantages,  and  assist  them  in  capitalizing  on  profitable  opportunities  across  the 
continent  and  around  the  world. 


on  exports. 


Hon.  Peter  Elzinga 
Minister  of  Economic 
Development  and  Trade 


HIGHLIGHTS 


To  help  you  to  develop  a  successful  marketing  game  plan  —  and  give  your  company  a 
competitive  edge  in  the  international  marketplace  —  Alberta  Economic  Development 
and  Trade  has  launched  a  number  of  new  initiatives,  expanded  existing  programs  and 
strengthened  business  services.  The  ten  highlights  of  the  "Targetting  Tomorrow" 
program  illustrate  the  range  and  scope  of  this  results-oriented  initiative: 

Let's  Talk  Trade 

Through  informative  seminars,  this  marketing  awareness  program  will 
introduce  you  to  export  opportunities  in  the  United  States  and  in  other 
key  international  markets. 

Strengthened  U.S.  Trade  Strategy 

To  help  you  take  advantage  of  the  opportunities  created  by  the 
Canada-U.S.  Free  Trade  Agreement,  we  have  restructured  and 
regrouped  resources  within  Alberta  Economic  Development  and  Trade. 

EXTRA  Program  (Export  Trade  Readiness  for  Alberta) 

Whether  you  are  an  established  exporter  or  are  planning  to  enter  the 
export  market  for  the  first  time,  this  hands-on  management 
counselling  program  will  assist  you  in  preparing  to  meet  the 
challenges. 

NEBS  Program  (New  Exporters  to  Border  States) 

Through  this  joint  federal/provincial  initiative,  companies  are  taken 
to  a  U.S. /Canadian  border  crossing  where  they  are  introduced  to  the 
regulatory  procedures  of  exporting  to  the  U.S.A.  and  then  on  to  the 
nearest  Canadian  consulate  for  further  training  sessions. 

NEXUS  Program  (New  Exporters  to  the  U.S.  South) 

A  related  program,  NEXUS  is  intended  for  companies  with  established 
markets  in  the  northern  U.S.A.  Companies  will  go  on  business  trips  to 
explore  new  markets  in  the  southeast  and  southwestern  states. 

WITS  (Winning  Initiatives  Through  Trade  Shows) 

Will  provide  you  with  traffic-building  ideas  to  help  you  achieve 
maximum  impact  and  generate  tangible  results  at  industry  trade 
shows. 

TEST  (Transportation  Export  Services  for  Trade) 

This  new  program  will  introduce  you  to  Alberta's  transportation 
advantages  and  help  you  to  capitalize  on  them. 
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The  China/Alberta  Petroleum  Technology  Exchange  and 
Training  Centre 

Of  interest  to  companies  in  resource-related  fields,  Alberta  has  made 
a  contribution  of  $4.46  million  to  this  new  Centre,  scheduled  to  open 
in  1990  in  Beijing. 

AltaTrade  Conference 

This  annual  conference  brings  together  business  leaders  from  the 
province's  multicultural  communities  to  identify  new  areas  of 
opportunity  in  international  markets. 

Alberta  Abroad 

Given  the  increasing  importance  of  the  Korean  market,  a  new  Alberta 
Foreign  Office  has  been  opened  in  Seoul. 


Alberta's  Track  Record  In  Trade 


EXPORTS  BY  G 


The  United  States  is  Alberta's  largest  trading  partner,  accounting  for  70  per  cent  of 
Alberta's  exports  in  1988.  With  close  to  19  per  cent  of  total  exports,  the  Asia/Pacific 
sector  represents  our  second-largest  and  fastest-growing  market.  Europe  accounted  for 
5  per  cent  in  1988,  Latin  America  2  per  cent,  Africa  3  per  cent  and  the  Middle  East 
1  per  cent. 
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EXPORTS  BY  SECTOR 


While  primary  resources  remain  Alberta's  principal  exports,  manufactured  goods 
(including  machinery,  processed  foods,  petroleum  products,  forest  products  and 
petrochemicals)  accounted  for  over  24.6  per  cent  of  merchandise  exports  in  1988. 
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Source:  Statistics  Canada 
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OBJECTIVES 


New  directions  in  export  development  must  be  pursued  with  innovation,  with 
commitment,  and  with  clear  objectives.  In  establishing  priorities  for  Alberta's  future 
trade  achievements,  a  fundamental  principle  is  clearly  to  work  within  the  framework  of 
a  dynamic  partnership  with  the  private  sector. 

Our  role  is  to  act  as  a  catalyst  for  your  business  —  to  identify  areas  of  opportunity, 
maintain  contact  with  key  prospects  beyond  Alberta  borders,  and  assist  in  developing 
effective  marketing  strategies. 

OICOMMIMNTTDALBERTABUSINESS 

►  Expand  the  number  of  Alberta  exporters  from  1,400  at  present  to  2,000  by  1991, 
with  an  objective  of  introducing  300  new  exporters  to  the  international  marketplace 
in  1989/90. 

►  Assist  business  in  developing  targetted  marketing  strategies  for  major  markets 

—  the  United  States,  Asia/Pacific,  Europe,  Middle  East,  Latin  America  and  Africa. 

►  Promote  the  province  as  an  outstanding  location  for  trade  and  investment. 

►  Develop  policies  and  programs  to  assist  the  private  sector  in  developing  markets  and 
attracting  investment. 

►  Develop  national  and  international  links  between  buyers  and  sellers  and  potential 
business  partners  outside  Alberta. 

►  Coordinate  trade  strategies  with  other  provincial  and  federal  government 
departments  and  agencies  to  ensure  all  activities  enhance  economic  development 
and  diversification. 
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PRIORITIES 


In  determining  clear  directions  for  Alberta's  international  trade  and  investment 
activities,  Alberta  Economic  Development  and  Trade  continuously  monitors  the  global 
trade  picture  and  evaluates  areas  of  opportunity  for  Alberta  business.  This  information 
forms  the  basis  of  trade  and  investment  policies  and  programs  —  and  such  up-to-the- 
minute  marketing  intelligence  may  prove  valuable  to  you  in  setting  new  directions  for 
your  company. 

We  invite  you  to  meet  with  our  departmental  representatives  to  discuss  these  areas  of 
opportunity  —  to  learn  where  your  potential  lies  and  review  the  programs  which  best 
apply  to  your  export  goals. 


Six  fundamental  priorities  have  been  established  to  provide  a  model  for  the  development 
and  evaluation  of  Alberta's  trade  strategies  and  programs. 

Target  Industries  or  Products 

Priority  is  given  to  Alberta  industries  in  which  products,  technologies 
or  services  are: 

►  Competitive  in  price  or  quality; 

►  Offer  a  specific  comparative  advantage;  or 

►  Are  particularly  well-suited  to  the  marketplace. 
Target  Markets 

Priority  is  given  to  those  export  markets  where  Alberta  companies 
have  strong  export  potential: 

►  Markets  where  Alberta  products  or  technologies  match  the  needs 
of  a  certain  country  or  region; 

►  Markets  where  Alberta/Canada  has  political  advantages  because 
of  foreign  policy  positions,  or  where  goodwill  has  been 
established  through  past  or  current  activities; 

►  Markets  which  have  special  relationships  with  Alberta  —  such  as 
the  "sister  province"  relationships  between:  Alberta  and 
Heilon^iang  in  the  Peoples'  Republic  of  China;  Hokkaido,  Japan 
and  Alberta;  Kangwon,  Korea  and  Alberta. 
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Target  Opportunities 

In  the  rapidly-changing  international  marketplace,  opportunities  may 
arise  in  industry  sectors  or  market  regions  beyond  those  identified  as 
priorities,  and  specific  actions  will  be  taken  to  capitalize  on  these 
opportunity  areas. 

Targetting  Programs 

Priorities  for  programs  are  developed  in  view  of  economic,  political 
and  industrial  conditions  in  the  marketplace,  and  are  modified  in 
response  to  changing  economic  and  trade  conditions  both  within 
Alberta  and  abroad. 

Targetting  Teamwork 

A  strong  emphasis  is  placed  on  maintaining  a  close  working 
relationship  with  the  private  sector  in  Alberta,  through  meetings, 
conferences,  seminars  and  one-on-one  contact  with  both  new  and 
established  exporters. 

Targetting  Investment 

In  working  to  attract  new  investment,  priority  is  placed  on  countries 
and  regions  where  economic  factors  make  Alberta  an  attractive 
investment  location.  Specific  emphasis  will  be  placed  on 
capitalizing  on  enhanced  investment  opportunities  created  by  the 
Canada/U.S.  Free  Trade  Agreement. 


PROGRAM  ] 


No  two  markets  have  precisely  the  same  requirements,  and  business  practices  and 
customs  vary  widely  in  the  world  of  international  trade.  These  factors,  along  with 
information  on  social,  economic  and  political  trends,  form  the  information  base  for  the 
development  of  program  priorities  and  strategies  —  which  generally  takes  place  in  three 
sequential  stages: 

Identifying  Priority  Markets  and  Sectors 

Markets  with  a  strong  potential  for  Alberta  exporters  are  identified  on 
the  basis  of  global  trends  and  industry,  national  or  regional  needs. 
Market  conditions,  including  political  and  economic  situations,  are 
monitored  continuously. 


7 


Developing  Program  Strategies 

Major  issues,  potential  obstacles  and  opportunity  areas  in  each 
priority  market  or  sector  are  identified  and  evaluated.  This 
information,  when  combined  with  specific  characteristics  of  the 
marketplace  and  the  experience  of  successful  exporters,  is  utilized  in 
developing  effective  program  strategies. 

Tactics  and  Work  Programs 

With  clear  program  strategies  in  place,  tactical  approaches  for  each 
market  are  formulated  and  translated  into  workplans. 


ARGET  MARKETS 


Key  target  markets  for  Alberta  exports  have  been  identified  as: 

Tlie  United  States  —  under  the  Canada-U.S.  Free  Trade 
Agreement,  new  opportunities  are  taking  shape  as  tariff  and  non- 
tariff  barriers  which  have  held  back  some  sectors  of  Alberta 
business  are  being  reduced  or  eliminated. 

Asia/Pacific  —  Alberta's  fastest-growing  market  and  an  area 
exhibiting  sustained  economic  growth,  the  sector  has  high  import 
demand. 

Europe  —  internal  trade  barriers  will  be  removed  in  the  European 
Community  by  1992,  creating  new  opportunities  in  this  new  "single" 
market.  Eastern  Europe,  too,  presents  unique  opportunities  for  Alberta 
companies. 

Middle  East  —  a  market  with  strong  potential,  particularly  for 
agricultural  and  energy  products. 

Latin  America  —  many  Alberta  firms  are  finding  niche 
markets  for  their  goods  and  services. 

Africa  —  specialized  opportunities  exist  for  aggressive  Alberta 
businesses. 
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International  investment  provides  Alberta  businesses  with  financial  resources  necessary 
to  undertake  expansions  and  diversify  into  new  markets.  In  many  cases,  investment  also 
leads  to  technology  transfer  —  seeing  firms  incorporate  innovative  new  technologies 
within  their  operations  and  becoming  more  competitive. 

While  no  areas  of  potential  are  neglected  in  seeking  new  sources  of  investment,  priority 
areas  for  Alberta  are  the  United  States,  the  Asia/Pacific  sector  and  Europe.  With 
increased  and  more  secure  access  to  the  United  States  marketplace  created  by  the  Free 
Trade  Agreement, Alberta's  investment  appeal  has  been  strengthened  —  an  advantage 
which  is  being  promoted  aggressively. 


RESOURCES 

The  private  sector  plays  the  lead  role  in  expanding  existing  markets,  penetrating  new 
markets  and  increasing  international  sales.  To  reinforce  this  initiative  and  encourage 
both  new  and  established  exporters  to  build  business  abroad.  Alberta  Economic 
Development  and  Trade  offers  a  number  of  programs,  resources  and  services. 

Under  the  banner  of  Targetting  Tomorrow,  a  number  of  existing  programs  have  been 
strengthened  and  new  programs  have  been  developed.  We  encourage  you  to  review  the 
programs  offered,  and  to  contact  us  for  more  specific  information  on  those  of  most 
interest  to  your  company. 

IWPROGRAMSANDINITIATIVES 

Let's  Talk  Trade 

Addressing  the  challenges  facing  Alberta  business  in  today's  fast-paced  world  of  trade, 
seminars  are  industry-specific,  information-packed  —  and  designed  to  help  you  develop 
a  strategy  for  success.  With  an  initial  focus  on  opportunities  in  the  United  States, 
particularly  those  created  by  the  Free  Trade  Agreement,  this  seminar  program  is 
designed  to  help  you  pinpoint  the  potential  in  global  markets  and  develop  an  effective 
marketing  game  plan. 

WITS  (Winning  Initiatives  through  Trade  Shows) 

Part  of  the  "Let's  Talk  Trade"  program,  WITS  is  designed  to  help  you  get  the  best 
possible  return  on  your  trade  show  investment.  Topics  include  pre-show  preparation, 
working  the  booth,  evaluation  and  follow-up. 
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EXTRA  (Export  Trade  Readiness  for  Alberta) 

All  too  often,  all  that  prevents  Alberta  business  from  entering  the  international 
marketplace  is  lack  of  awareness  of  the  opportunities,  and  lack  of  knowledge  about 
export  procedures.  To  give  you  a  higher  level  of  export  expertise,  this  hands-on 
management  counselling  program  covers  all  aspects  of  exporting,  from  marketing  and 
pricing  to  export  financing  and  customs  clearance.  Sessions  are  held  in  centres 
throughout  the  province. 

TEST  (Transportation  Export  Services  for  Trade) 

The  TEST  program  helps  you  deliver  your  goods  to  your  markets  more  efficiently  and 
more  economically.  TEST  will  help  identify  ways  to  reduce  transportation  costs, 
improve  warehouse  facilities,  reduce  freight  rates  through  negotiation,  and  measure 
productivity. 


U.S.  TRADE  STRATEGY 


The  Canada-U.S.  Free  Trade  Agreement  came  into  effect  on  January  1,  1989.  This 
historic  pact  presents  a  wide  range  of  new  opportunities  for  Alberta  companies  to 
increase  exports  of  goods,  services,  and  expertise. 

To  prepare  for  this  new  era  in  trade.  Alberta  Economic  Development  and  Trade 
restructured  and  regrouped  trade  and  investment  staff,  and  is  now  ready  to  brief  you  on 
ways  to  capitalize  on  expanded  access  to  the  U.S.  marketplace.  The  department  also 
coordinates  two  programs  specifically  designed  to  help  you  make  contacts  in 
U.S.  markets: 

NEBS  (New  Exporters  to  Border  States) 

Through  NEBS,  between  15  and  25  companies  are  being  introduced  each  month  to  the 
border  crossing  aspects  and  market  dynamics  of  exporting  to  the  United  States.  On  one 
or  two  day  trips  to  Minnesota,  North  Dakota,  Montana,  Idaho  or  Washington, 
companies  meet  and  learn  the  role  that  freight  forwarders,  manufacturers, 
representatives,  customs  brokers,  and  U.S.  customs  agents,  play  in  exporting  to  the  U.S. 
A  cost-effective  method  of  introducing  Alberta  business  to  accessible  U.S.  markets,  this 
federally-funded  program  is  administered  joindy  by  the  federal  government  and  Alberta 
Economic  Development  and  Trade. 

NEXUS  (New  Exporters  to  the  U.S.  South) 

This  joint  federal/provincial  program  is  intended  for  businesses  that  have 
established  markets  in  northern  states.  Trade  missions  comprised  of  6-12  companies, 
usually  members  of  the  same  industry  sector,  travel  further  into  the  U.S.  to  determine 
the  market  potential  in  southeastern  and  southwestern  states. 
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U.S.  Offices 

To  provide  you  with  first-hand  information  on  the  marketplace,  Alberta  maintains  two 
offices  in  the  United  States.  The  Los  Angeles  office  has  been  strengthened  with 
additional  resources  to  capitalize  on  opportunities  in  western  regions,  while  staff  at  the 
New  York  office  are  ready  to  assist  Alberta  businesses  considering  expansion  into 
eastern  U.S.  regions. 


ASIA/PACIFIC  TRADE 


More  and  more  Alberta  products  and  services  are  finding  receptive  buyers  in  countries 
throughout  the  Asia/Pacific  region.  Once  considered  to  be  one  of  the  most  complex 
places  in  the  world  in  which  to  do  business,  this  has  become  the  province's  fastest- 
growing  market.  Today,  Alberta  companies  now  sell  a  significant  and  growing 
percentage  of  their  manufactured  goods  to  customers  in  this  sector. 

China/Alberta  Petroleum  Technology  Exchange  and  Training  Centre 

Alberta  proposed  the  development  of  a  Petroleum  Technology  Exchange  and  Training 
Centre  in  Beijing.  An  official  agreement  with  the  China  National  Petroleum 
Corporation,  which  included  a  $4.56  million  contribution  from  Alberta,  was  concluded 
early  in  1989.  The  Centre  will  meet  the  petroleum  and  technology  training  needs  of  the 
Peoples'  Republic  of  China,  and  will  provide  commercial  opportunities  for  Alberta 
companies.  Experience  has  shown  that  such  training  programs  often  go  hand-in-hand 
with  the  sale  of  oil  and  gasfield  equipment.  China,  a  priority  market  for  Alberta, 
imports  some  $1  billion  in  oil  and  gas  technology  and  equipment  each  year.  Now  under 
development  at  the  Shengli  Building  in  Beijing,  an  official  opening  is  scheduled  for 
early  1990. 

Expanded  Foreign  Office  Network 

In  addition  to  establishing  a  new  presence  in  China  with  the  Beijing  Centre,  Alberta  has 
opened  another  office  in  Seoul,  Korea  to  assist  Alberta  companies  in  exploring  the  very 
real  potential  which  has  emerged  in  the  region.  Alberta  Foreign  Offices  are  also 
maintained  in  Tokyo  and  Hong  Kong,  and  the  Alberta  Chamber  of  Commerce  operates 
an  office  in  Taiwan. 
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KUROPEAN  TRADE  S 


As  the  European  Community  moves  to  unify  its  internal  market  by  1992,  Alberta 
companies  now  have  the  opportunity  to  move  into  this  new  "single  market"  in  Europe 
—  both  to  build  trade  and  to  attract  new  investment. 

Alberta  Foreign  Office  Network 

Alberta  House  in  London,  England,  monitors  the  United  Kingdom  and  continental 
Europe  for  trade  and  investment  opportunities.  With  the  resources  offered  by  Alberta 
House,  you  can  make  valuable  business  contacts  in  key  market  areas. 

Let's  Talk  Trade 

A  component  of  this  seminar  program  focusses  on  the  potential  within  the  dynamic 
European  marketplace  of  over  320  million  consumers. 


GLOBAL  TRADE  STRATEGY 


 mm 


Tremendous  potential  for  Alberta  companies  exists  in  the  Middle  East,  Latin  America 
and  Africa.  As  countries  in  these  sectors  accelerate  their  drive  towards  modernization, 
they  require  many  of  the  products,  services  and  technologies  Alberta  firms  have 
developed.  A  number  of  programs  and  resources  are  available  to  assist  you  in 
identifying  opportunities  and  following  up  on  them  with  effective  strategies. 


OVERALL  TRADE  STRATEGY 


A  number  of  "multi-market"  programs  and  initiatives  have  been  developed  to  assist 
businesses  to  explore  opportunities  in  all  sectors  where  potential  exists.  Of  value  to 
exporters  considering  expanding  into  such  major  markets  as  the  United  States, 
Asia/Pacific  and  Europe,  they  will  also  prove  of  interest  to  businesses  with  competitive 
advantages  in  other  areas,  particularly  the  Middle  East,  Latin  America  and  Africa. 
As  countries  in  these  sectors  accelerate  their  drive  towards  modernization,  they  require 
many  of  the  products,  services  and  technologies  Alberta  firms  have  developed. 
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AltaTrade  Conferences 

During  each  annual  Conference,  representatives  from  the  province's  ethnic  and  cultural 
organizations,  foreign  consulates  and  trading  companies  participate  in  seminars 
focussing  on  methods  of  building  Alberta  trade,  investment  and  tourism. 

Expanded  Market  Development  Assistance  Program  (MDAP) 

Through  this  program,  we  share  the  financial  risks  of  entering  new  markets.  Qualified 
companies  are  eligible  for  assistance  for  market  identification  trips,  participation  at  out- 
of-province  trade  fairs,  incoming  buyer  trips  and  outgoing  marketing  missions.  To  better 
assist  Alberta  business  in  diversifying  exports  of  products  and  services,  the  MDAP 
program  has  been  expanded. 

Export  Services  Support  Program  (ESSP) 

Following  an  initial  three-year  trial  period,  the  Export  Services  Support  Program  has 
been  extended.  ESSP  provides  funding  for  pre -feasibility  studies  and  bid  preparations 
that  could  lead  to  new  international  contracts.  Funding  is  also  available  for  designing, 
engineering  and  manufacturing  products  that  could  otherwise  not  be  undertaken.  The 
program  provides  funding  for  50  per  cent  of  approved  front-end  costs. 

Ottawa  Procurement  Office 

The  Alberta  government  maintains  an  office  in  Ottawa,  and  staff  will  help  you  identify 
and  follow  up  on  opportunities  to  bid  for  federal  government  contracts. 

Investment  Promotion  Program 

Strengthened  investment  promotion  activities  include  a  series  of  seminars  on  attracting 
U.S.  investment,  a  number  of  investment  promotion  missions,  and  a  new  "matching" 
service. 


Ministerial  Trade  Missions 

Outgoing  trade  missions  led  by  the  Minister  are  among  the  most  effective  and  successful 
elements  of  the  trade  and  investment  program.  Missions  may  represent  a  cross-section 
of  Alberta  industries  or  focus  on  a  specific  sector. 

Mini-Missions 

Mini-missions  to  out-of-province  markets  are  led  by  Trade  and  Investment  division 
officials.  Where  a  mission  relates  to  your  business  area,  you  will  be  invited  to 
participate  in  order  to  make  new  contacts  or  follow  up  on  contacts  made  during 
Ministerial  Missions. 
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Market  Identification  Trips 

During  reconnaissance  missions  to  out-of-province  markets,  Trade  and  Investment 
division  officials  obtain  first-hand  information  on  opportunities  and  may  identify  agents 
to  represent  your  product,  service  or  business. 

Incoming  Buyers'  Missions 

Through  this  initiative,  you  may  invite  key  prospects  and  international  buyers  to  visit 
Alberta.  Costs  may  be  offset  by  Incoming  Buyers'  Assistance  Programs  offered  by  the 
federal  and  provincial  governments.  In  some  cases,  the  Alberta  Government  may 
sponsor  the  mission. 

Technical  Discussions 

Held  in  conjunction  with  outgoing  missions  and  trade  shows.  Technical  Discussions  and 
Seminars  provide  the  opportunity  for  you  to  give  detailed  explanations  of  your 
technologies  and  equipment  to  industry  counterparts  from  other  countries,  and  allow 
you  to  assess  the  technological  capabilities  of  industry  in  the  host  country. 

Investment  Trips 

Outgoing  missions  inform  potential  investors  of  the  investment  opportunities  in  Alberta 
and  allow  you  to  gather  information  on  investment  prospects.  Incoming  missions  give 
potential  investors  a  first-hand  look  at  opportunities  in  the  province,  and  give  you  the 
chance  to  promote  your  products  and  services. 


SUPPORT  PROGRAMS 


Development  Project  Assistance 

Your  company  may  obtain  information  on  projects  being  undertaken  in  developing 
countries,  where  financing  is  being  provided  by  such  multilateral  agencies  as  the 
World  Bank,  the  Inter-American  Development  Bank  and  the  Asian  Development  Bank. 
We  will  advise  you  on  how  to  access  funding  from  such  bilateral  agencies  as  the 
Canadian  International  Development  Agency  and  the  federal  government's  Export 
Development  Corporation. 

Counselling  and  Advisory  Service 

With  an  "open  door"  approach  to  business  counselling,  staff  at  Alberta  Economic 
Development  and  Trade  will  respond  swiftly  to  requests  for  information,  provide 
support  in  a  variety  of  areas,  and  assist  in  resolving  politically  or  commercially- 
sensitive  situations. 


14 


Export  Loan  Guarantees 

Loan  guarantees  are  available  to  qualified  businesses  for  financing  inventory  and 
securing  working  capital  for  export  developments.  Since  it  was  launched  in  1984,  the 
program  has  generated  a  four-fold  return  on  loans  guaranteed.  The  revolving  fund  used 
to  support  this  highly-successful  program  has  been  increased  from  $50  million  to  $75 
million  for  1989/90. 

Alberta  International  Marketing  Employment  Program 

To  encourage  Alberta  companies  to  employ  marketing  personnel,  the  program  provides 
grants  to  offset  the  salaries  for  new  international  marketing  positions.  At  the  same  time, 
the  program  provides  working  experience  for  Albertans  planning  careers  in  international 
marketing. 


SUPPORT  SER 


BOSS  (Business  Opportunity  Sourcing  System) 

Over  5,000  Alberta  companies  are  listed  on  this  provincial/federal  government  computer 
information  system,  which  is  available  through  all  Canadian  Embassies  and  High 
Commissions  and  Alberta's  foreign  offices. 

Publications,  Audiovisual  Materials,  Advertising 

To  showcase  Alberta  products,  services  and  expertise.  Industry  Directories  are 
published  in  the  languages  of  all  key  markets.  Audiovisuals  promoting  Alberta's  trade 
and  investment  potential  are  also  produced  in  several  languages.  Newspaper  and 
magazine  advertising  is  used  to  increase  awareness  of  Alberta's  advantages  and  to  boost 
traffic  at  trade  shows. 

Country  Profiles 

Comprehensive  profiles  detailing  geographic,  political,  social,  economic  and  trade 
factors  in  key  market  areas  are  available  to  you  at  no  cost. 


RECOGNITION  PR 


Export  Achievement  Awards 

This  program  honors  the  innovation  and  achievements  of  Alberta's  export  stars.  Close  to 
one  hundred  Alberta  companies  have  won  prestigious  awards  for  export  excellence  since 
the  program  began  in  1981,  and  you  are  invited  to  submit  an  entry  for  your  company's 
achievements. 
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Alberta  VENTURE  Magazine 

Distributed  to  over  60,000  business  readers  in  the  province  and  around  the  world,  this 
quarterly  publication  features  Alberta  success  stories.  Each  issue  includes  news  of 
noteworthy  international  sales  and  showcases  Alberta  exporters.  We  encourage  you  to  let 
us  know  if  your  company  has  landed  a  new  contract  or  developed  a  new  product, 
service  or  technology  with  export  potential. 


BACKGROUND 

Success  through  Teamwork 

In  fulfilling  our  mandate  of  coordinating  and  implementing  the  province's  economic  and 
diversification  strategy,  Alberta  Economic  Development  and  Trade  will  continue  to  work 
in  close  cooperation  with  the  private  sector.  We  will  also  continue  to  liaise  with 
educational  institutions  and  other  provincial  and  federal  government  departments: 

►  Alberta  Federal  and  Intergovernmental  Affairs  (FIGA) 

►  Alberta  Agriculture 

►  Alberta  Energy 

►  Alberta  Advanced  Education/Alberta  Universities 

►  Alberta  Technology,  Research  and  Telecommunications 

►  Alberta  Forestry,  Lands  and  Wildlife 

►  Alberta  Tourism 

►  Office  of  the  Commissioner  General  for  Trade  and  Tourism 

►  External  Affairs  Canada 

►  Industry,  Science  and  Technology  Canada  (1ST) 

►  Department  of  Western  Economic  Diversification 
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OTHER  "LET'S  TALK  TRADE"  PUBLICATIONS 

In  addition  to  this  brochure,  the  LET'S  TALK  TRADE  program 
includes  these  other  informative  publications: 

■  Seizing  the  Opportunity 

...  an  Alberta  business  guide  to  impacts  and 
opportunities  arising  from  the  Free  Trade 
Agreement 

H  Strategies  for  Success 

...  a  handbook  of  export  regulations,  processes 
and  procedures 

■  Industry  Profiles 

...  six  sector  opportunity  brochures: 
AGRICULTURE  AND  FOOD  PROCESSING 
ENERGY  PRODUCTS 
FOREST  PRODUCTS 

INDUSTRIAL  AND  CONSUMER  PRODUCTS 

CONSTRUCTION 

SERVICES 

■  Program  Brochures: 

EXTRA  (Export  Trade  Readiness  for  Alberta) 
WITS  (Winning  Initiatives  Through  Trade  Shows) 
NEBS  (New  Exporters  to  Border  States) 
NEXUS  (New  Exporters  to  U.S.  South) 
TEST  (Transportation  Export  Services  for  Trade) 
Financial  Program  Guide  for  Alberta  Exporters 


ALBERTA  ECONOIC  DEVEWPMENT  AND  TRADE  REGIONAL  OFFICES 


For  more  information  on  assistance  available  to  Alberta  exporters,  or  to  obtain  copies 
of  the  publications  previously  listed,  contact  any  of  our  regional  offices: 


Edmonton 


Calgary 


Camrose 


Edson 


Grande  Prairie 


LET'S  TALK  TRADE 

Marketing  Information 

Program 

11th  Floor 

9940  -  106  Street 

Edmonton,  Alberta 

T5K  2P6 

Telephone:  427-4809 
5th  Floor 

999  -  8th  Street  S.W. 
Calgary,  Alberta 
T2R  1J5 

Telephone:  297-6284 

4909  -  48  Street 
Camrose,  Alberta 
T4V  1L7 

Telephone:  679-1235 

204  Provincial  Building 
Bag  9000 
111  -  54  Street 
Edson,  Alberta 
TOE  OPO 

Telephone:  723-8229 

Room  1401 
Provincial  Building 
10320  -  99  Street 
Grande  Prairie,  Alberta 
T8V  6J4 

Telephone:  538-5230 


Lethbridge 


Medicine  Hat 


Peace  River 


Red  Deer 


St.  Pan 


416  Stafford  Drive  S. 
Lethbridge,  Alberta 
TIH  2A8 

Telephone:  381-5414 

217  Provincial  Building 
770  -  6  Street  S.W. 
Medicine  Hat,  Alberta 
TIA  4J6 

Telephone:  529-3630 

Bag  900,  Box  3 
10122  -  100  Street 
Riverdrive  Mall  . 
Peace  River,  Alberta 
TOH  2X0 

Telephone:  624-6113 
3rd  Floor 

Provincial  Building 
4920  -  51  Street 
Red  Deer,  Alberta 
T4N  6K8 

Telephone:  340-5300 

P.O.  Box  1688 
Room  412 
Provincial  Building 
5025  -  49  Avenue 
St.  Paul,  Alberta 
TOA  3A0 

Telephone:  645-6358 


THEBUSINKSLll: 

Metro  Edmonton:  422-9494 
Rest  of  Province:  call  toll-free  1-800-272-9675 
(Monday  to  Friday  8:30  a.m.  -  4:30  p.m.) 


• 


INTERNATIONAL  REPRESENTATIVES 


The  Government  of  Alberta  maintains  offices  in  strategic  locations  around  the  world, 
in  addition  to  the  head  office  in  Edmonton  and  branches  throughout  the  province. 
Our  international  representatives  can  provide  all  the  information  required  to  initiate 
commercial  or  technological  exchanges.  They  can  also  introduce  potential  investors 
to  the  unlimited  opportunities  available  in  Canada's  Province  of  Opportunity.  Feel  free 
to  use  their  services. 


Alberta  Economic 
Development  and  Trade 

Trade  and  Investment  Division 
11th  Floor,  Sterling  Place 
9940  -  106  Street 
Edmonton,  Alberta 
Canada   T5K  2P6 
Telephone:  (403)  427-4809 
Facsimile:  (403)  427-0610 
Telex:  037-2197 

Commissioner  General 
for  Trade  and  Tourism 

#1800,  Royal  Trust  Tower 
Edmonton  Centre 
Edmonton,  Alberta 
Canada   T5J  2Z2 
Telephone:  (403)  422-9330 
Facsimile:  (403)422-9340 
Telex:  037-43185 


Alberta  House  —  Hong  Kong 

Rooms  1003-4,  Admiralty  Centre 
Tower  Two 

18  Harcourt  Road,  Central 
Hong  Kong 

Telephone:  011-852-5-284-729 
Facsimile:  011-852-5-298-115 
Telex:  802-61961 

Alberta  House  —  Seoul 

Suite  400,  Leema  BIdg. 
Executive  Business  Centre 
146-1  Soosong-Dong 
Chongro-Ku,  Seoul  110-140 
Korea 

Telephone:  011-82-2-733-1021 
Facsimile:  011-82-2-733-1028 
Telex:  801-29-132 


Alberta  House  —  Tokyo 

17th  Floor 

New  Aoyama  Building  (West) 
1-1,  1-Chome  Minamiaoyama 
Minato-Ku,  Tokyo  107 
Japan 

Telephone:  011-81-3-475-1171 
Facsimile:  011-81-3-470-3939 
Telex:  72-28543 

Alberta  House  —  Los  Angeles 

333  South  Grand  Avenue 
Suite  3535 

Los  Angeles,  California  90071 
U.S.A. 

Telephone:  (213)  625-1256 
Facsimile:  (213)  625-2107 


Alberta  House  —  New  York 

27th  Floor 

General  Motors  Building 

767  Fifth  Avenue 

New  York,  New  York  10153 

U.S.A. 

Telephone:  (212  )  759-2222 
Facsimile:  (212  )  759-3682 

Alberta  House  —  London 

1  Mount  Street 
London,  England 
WIY  5AA 

Telephone:  011-441-491-3430 
Facsimile:  011-441-629-2296 
Telex:  51-23461-h 


NOTES 


